FORUM index 1974-78 


Articles are cross-indexed by general subject and, where applicable, by country or area and product. In each entry the issue 
volume-number precedes the date. An index is published in the first issue of each year. 


General 


ADVERTISING AND PUBLICITY 
Producing effective export promotion material 
Cooperating with the press 

Print and display material 

PR for an exhibition 

Sales literature that sells 

Using press relations to promote your exports 
Getting advice on publicity 

Product brochures: your silent representative 
The role of advertising in export promotion 


XIV/2 Apr-June 78 p. 7 
XI11/4 Oct-Dec 77 p. 11 
XI11/3 July-Sept 77 p. 20 
XI1/3 July-Sept 76 p. 8 
X1/4 Oct-Dec 75 p. 19 
X1/1 Jan-Mar 75 p. 6 
X1/1 Jan-Mar 75 p. 16 
X/3 July-Sept 74 p. 11 
X/2 Apr-June 74 p. 4 


ASSISTANCE FROM GOVERNMENTS 


Opportunities at Novi Sad Fair 
Import promotion office in Denmark 
Norway opens new import office 
Australian office heips exporters 
Help in the Swedish market 

U.K. office helps exporters 


XI11/4 Oct-Dec 77 p. 24 
July-Sept 77 p. 37 
X111/1 Jan-Mar 77 p. 21 
X1/2 Apr-June 75 p. 29 
X1/2 Apr-June 75 p. 30 
X/1 Jan-Mar 74 p. 33 


COMMERCIAL REPRESENTATIVES, OFFICIAL 


How Australia’s Trade Commissioner Service 
works 

Financial management of your office 

Employing local office staff 

Correspondence: handle it with care 

Organizing a trade commissioner service 

Following social and cultural customs 

Establishing an office 

Providing a range of services 

Servicing trade missions 

Visitors from home 

Trade fairs and exhibitions: part two 

How to arrange a store promotion 

Trade fairs and exhibitions 

Using publicity 

Reporting on the market 


CORRESPONDENCE 
Handling your first export transaction 
Recording and following up inquiries 
Correspondence: handle it with care 


DUTY DRAWBACK ON EXPORTS 
Paying the duty drawback 
Determining duty drawback rates 
Duty drawback on exports: policy 
considerations 


EXPORT DESIGN 
Designing for export—India's NID 
Getting a feel for the market 
Incentives for export design 
Designing products for export 


EXPORT YEAR 


Export Year—an idea that caught on 


FAIRS, EXHIBITIONS 
Opening day protocol 
The day after the show closes 


XIV/4 Oct-Dec 78 p. 22 
Apr-June 77 p. 17 
Jan-Mar 77 p. 12 
XI1/3 July-Sept 76 p. 16 
XI1/2 Apr-June 76 p. 4 
XI1/2 Apr-June 76 p. 16 
X11/1 Jan-Mar 76 p. 10 
X1/4 Oct-Dec 75 p. 23 
X1/3 July-Sept 75 p. 18 
X1/2 Apr-June 75 p. 14 
X1/1 Jan-Mar 75 p. 12 
X/4 Oct-Dec 74 p. 21 
X/3 July-Sept 74 p. 21 
X/2 Apr-June 74 p. 14 
X/1 Jan-Mar 74 p. 12 


XIV/3 July-Sept 78 p. 13 
XIV/2 Apr-June 78 p. 18 
XII/3 July-Sept 76 p. 16 


XIV/4 Oct-Dec 78 p. 18 
XIV/3 July-Sept 78 p. 16 
XIV/2 Apr-June 78 p. 4 

XIV/4 Oct-Dec 78 p. 4 

XIV/4 Oct-Dec 78 p. 12 


X11/2 Apr-June 76 p. 12 
X1/3 July-Sept 75 p. 8 


XIV/3 July-Sept 78 p. 4 


XIV/4 Oct-Dec 78 p. 11 
XIV/3 July-Sept 78 p. 12 
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Recording and following up inquiries 
Keeping the stand tidy 

Cooperating with the press 
“Fastfeedback” for trade fairs 

Print and display material 

Hints on stand design 

The vital last days 

Selecting and training stand staff 

PR for an exhibition 

How to talk to visitors on your stand 
Exhibition objectives: danger of multiplicity 
Why exhibitions sell 

Evaluating a national stand 

Choosing the right exhibition 

Why some exhibitors fail 

Trade fairs and exhibitions: part two 
Gauging cost-effectiveness of exhibitions 
New face for trade fairs 

Trade fairs and exhibitions 


FINANCING, EXPORT 

Government assistance in export financing 

Financing of term exports 

Short-term export financing 

Export financing for developing countries: 
Some general issues 

Expert on export financing 


ITC SERVICES 


Analyzing your export effort 

Guides for market research 

Getting a perspective on export performance 
New trade information adviser 

Packaging to promote exports 

Expert on export financing 

Publications workshop 

Matching up exporters with buyers 
Advice: handicraft marketing 
Exporttraining in a package 

New tool for market and product selection 
Trade information: a basic role 

Getting advice on publicity 

When you export to the USSR 

Selling to Eastern Europe 


JOINT EXPORTING 


Pooling produce for export 


MARKET RESEARCH TECHNIQUES 
Your market research brief 

How to carry out desk research 

Market research—the product and how to market it 
Why use market research 

Guides for market research 

Marketing research: conducting an interview 
Export exercise: is there a market? 

Export exercise: choosing markets 

New tool for market and product selection 
Choosing markets for promotional campaigns 


XIV/2 Apr-June 78 p. 18 
XIV/1 Jan-Mar 78 p. 12 
XI11/4 Oct-Dec 77 p. 11 

XII1/3 July-Sept 77 p. 8 

Xill/3 July-Sept 77 p. 20 

XII1/2 Apr-June 77 p. 11 
XI11/1 Jan-Mar 77 p. 11 

XII1/4 Oct-Dec 76 p. 11 
XII/3 July-Sept 76 p. 8 
XI1/2 Apr-June 76 p. 11 

XII/1 Jan-Mar 76 p. 13 

X1/4 Oct-Dec 75 p. 9 
X1/4 Oct-Dec 75 p. 10 
X1/3 July-Sept 75 p. 11 
X1/2 Apr-June 75 p. 17 
XI/1 Jan-Mar 75 p. 12 
X/4 Oct-Dec 74 p. 7 
X/3 July-Sept 74 p. 8 
X/3 July-Sept 74 p. 21 


XI11/4 Oct-Dec 77 p. 12 
XII1/3 July-Sept 77 p. 16 
XII/2 Apr-June 77 p. 12 


XIII/1 Jan-Mar 77 p. 4 
XII/4 Oct-Dec 76 p. 18 


XIV/4 Oct-Dec 78 p. 15 
XIV/1 Jan-Mar 78 p. 16 
XII1/3 July-Sept 77 p. 9 
XII1/3 July-Sept 77 p. 19 
XI11/1 Jan-Mar 77 p. 15 
XII/4 Oct-Dec 76 p. 18 
XII/3 July-Sept 76 p. 19 
XII/1 Jan-Mar 76 p. 9 
XI1/1 Jan-Mar 76 p. 15 
X1/4 Oct-Dec 75 p. 26 
X1/3 July-Sept 75 p. 15 
X1/3 July-Sept 75 p. 21 
X1/1 Jan-Mar 75 p. 16 
X/4 Oct-Dec 74 p. 15 
X/3 July-Sept 74 p. 27 


X/1 Jan-Mar 74 p. 22 


XIV/4 Oct-Dec 78 p. 25 
XIV/3 July-Sept 78 p. 8 
XIV/2 Apr-June 78 p. 10 
XIV/1 Jan-Mar 78 p. 4 
XIV/1 Jan-Mar 78 p. 16 
X11/4 Oct-Dec 76 p. 12 
XI1/3 July-Sept 76 p. 12 
X1/4 Oct-Dec 75 p. 18 
X1/3 July-Sept 75 p. 15 

X1/2 Apr-June 75 p. 4 


= 


MARKETING 

Designing for export—India’s NID 

Getting a feel for the market 

Your market research brief 

How to carry out desk research 

Handling your first export transaction 
Producing effective export promotion material 
Market research—the product and how to market it 
Openings abound on dynamic Nigerian market 
Launching pineapples in Sweden 

Why use market research 

Prospects for spices exports bright 

Low-cost methods for unitizing your exports 
Solving a marketing problem 

Guides for market research 

lran—a highly receptive market 

Using GSP: advice to exporters 

Delivering your orders on time 

Your export office 

Picking the right agent 

Venezuela—a challenging market 

Upswing in the honey market 

How to enter the Japanese market 

Targeting sales to Saudi Arabia 

Pyrethrum: its safety sells it 

Exporting on a small budget 

Flower business blossoms 

Marketing research: conducting an interview 
Relaunching a consumer product 

Selling to Japan: know the business customs 
Export exercise: is there a market? 

Sales soar with bicycle boom 

Shipping perishable foods 

Matching up exporters with buyers 

Export exercise: adapting your product 

What to sell to the Middle East: processed foods 
Why exhibitions sell 

Linking up with wool marketers 

Sales literature that sells 

New market for waste products 

Export exercise: product selection 

Choosing markets for promotional campaigns 
Taking alesson in exporting 

Marketing essential oils and oleoresins 
Overseas marketing of processed tropical timber 
Product brochures: your silent representative 
Follow the rules on export packaging 
Exporting is not a free ride 

Pooling produce for export 


PACKAGING 


Packaging to promote exports 
Follow the rules on export packaging 


XIV/4 Oct-Dec 78 p. 
XIV/4 Oct-Dec 78 p. 
XIV/4 Oct-Dec 78 p. 
XIV/3 July-Sept 78 p. 
XIV/3 July-Sept 78 p. 
XIV/2 Apr-June 78 p. 
XIV/2 Apr-June 78 p. 
XIV/2 Apr-June 78 p. 
XIV/2 Apr-June 78 p. 
XIV/1 Jan-Mar 78 p. 
XIV/1 Jan-Mar 78 p. 
XIV/1 Jan-Mar 78 p. 
XIV/1 Jan-Mar 78 p. 
XIV/1 Jan-Mar 78 p. 
XI11/4 Oct-Dec 77 p. 
XI11/4 Oct-Dec 77 p. 
XI11/4 Oct-Dec 77 p. 
X111/4 Oct-Dec 77 p. 
XI11/4 Oct-Dec 77 p. 
July-Sept 77 p. 
XI11/3 July-Sept 77 p. 
Apr-June 77 p. 
XI11/2 Apr-June 77 p. 
Apr-June 77 p. 
Jan-Mar 77 p. 
X11/4 Oct-Dec 76 p. 
XI1/4 Oct-Dec 76 p. 
XI1/3 July-Sept 76 p. 
XI1/3 July-Sept 76 p. 
XII/3 July-Sept 76 p. 
XI1/3 July-Sept 76 p. 
XI1/1 Jan-Mar 76 p. 
XI1/1 Jan-Mar 76 p. 
XI1/1 Jan-Mar 76 p. 
X1/4 Oct-Dec 75 p. 
X1/4 Oct-Dec 75 p. 
X1/4 Oct-Dec 75 p. 
X1/4 Oct-Dec 75 p. 
X1/3 July-Sept 75 p. 
X1/3 July-Sept 75 p. 
X1/2 Apr-June 75 p. 
X1/2 Apr-June 75 p. 
X1/1 Jan-Mar 75 p. 
X/3 July-Sept 74 p. 
X/3 July-Sept 74 p. 
X/2 Apr-June 74 p. 
X/1 Jan-Mar 74 p. 
X/1 Jan-Mar 74 p. 


XI11/1 Jan-Mar 77 p. 
X/2 Apr-June 74 p. 


PROMOTION OF EXPORTS, EXTERNAL 


Designing for export—India’s NID 

Opening day protocol 

Analyzing your export efforts 

How Australia’s Trade Commissioner Service 
works 

The day after the show closes 

Producing effective export promotion material 

Recording and following up inquiries 

Keeping the stand tidy 

Government assistance in export financing 

Strategic planning for the export promotion 
organization 

“Fastfeedback” for trade fairs 

Getting a perspective on export performance 

Financing of term exports 

Print and display material 

Hints on stand design 


X1V/4 Oct-Dec 78 p. 
XIV/4 Oct-Dec 78 p. 
XIV/4 Oct-Dec 78 p. 


XIV/4 Oct-Dec 78 p. 
XIV/3 July-Sept 78 p. 
XIV/2 Apr-June 78 p. 
XIV/2 Apr-June 78 p. 

XIV/1 Jan-Mar 78 p. 

XI11/4 Oct-Dec 77 p. 


XI11/3 July-Sept 77 p. 
XII1/3 July-Sept 77 p. 
XII1/3 July-Sept 77 p. 
XII1/3 July-Sept 77 p. 
XI11/3 July-Sept 77 p. 
XI11/2 Apr-June 77 p. 


4 
12 
25 

8 
13 

7 
10 
14 
19 


8 
15 


20 
11 


Short-term export financing 

Export financing for developing countries: 
Some general issues 

The vital last days 

Selecting and training stand staff 

PR for an exhibition 

Organizing a trade commissioner service 

How to talk to visitors on your stand 

Exhibition objectives: danger of multiplicity 

Evaluating a national stand 

Designing products for export 

Choosing the right exhibition 

Taking a lesson in exporting 

Why some exhibitors fail 

Using press relations to promote your exports 

Expansion of exports by developing countries 

Gauging cost-effectiveness of exhibitions 

Export promotion: views from the field 

New face for trade fairs 

The role of advertising in export promotion 

See also—“Commercial representatives, official” 


XI11/2 Apr-June 77 p. 


XI11/1 Jan-Mar 77 p. 
X!11/1 Jan-Mar 77 p. 
X11/4 Oct-Dec 76 p. 
X11/3 July-Sept 76 p. 
XI1/2 Apr-June 76 p. 
Apr-June 76 p. 
XII/1 Jan-Mar 76 p. 
X1/4 Oct-Dec 75 p. 
X1/3 July-Sept 75 p. 
X1/3 July-Sept 75 p. 
X1/2 Apr-June 75 p. 
X1/2 Apr-June 75 p. 
X1/1 Jan-Mar 75 p. 
X/4 Oct-Dec 74 p. 
X/4 Oct-Dec 74 p. 
X/4 Oct-Dec 74 p. 
X/3 July-Sept 74 p. 
X/2 Apr-June 74 p. 


PROMOTION OF EXPORTS, INTERNAL 


Paying the duty drawback 

Export Year—an idea that caught on 

Determining duty drawback rates 

Duty drawback on exports: policy 
considerations 

Trade documentation—which sources 

Providing trade information 

Incentives for export design 

Export exercise: adapting your product 

Export exercise: choosing markets 

Export training in a package 

Export exercise: product selection 

Expansion of exports by developing countries 

Export promotion: views from the field 

Pooling produce for export 


PUBLICATIONS 

Producing effective export promotion material 
Guides for market research 

Print and display material 

Publications workshop 

Sales literature that sells 

Product brochures: your silent representative 


REPRESENTATION 

Picking the right agent 

Exporting on a small budget 

Which agent is best for you? 
Distributors: finding and keeping the best 


TARIFF SYSTEMS 

Using GSP: advice to exporters 
GSP: the new United States scheme 
GSP: three years of progress 


TRADE DOCUMENTATION 
How to carry out desk research 

Guides for market research 

Trade documentation—which sources 
Providing trade information 


TRAINING 
Publications workshop 
Export training in a package 


TRANSPORT 


Low-cost methods for unitizing your exports 
Shipping perishable foods 
Code on shipping 


XIV/4 Oct-Dec 78 p. 
XIV/3 July-Sept 78 p. 
XIV/3 July-Sept 78 p. 


XIV/2 Apr-June 78 p. 
XI1/4 Oct-Dec 76 p. 
XI1/2 Apr-June 76 p. 
XI1/2 Apr-June 76 p. 
XI1/1 Jan-Mar 76 p. 
X1/4 Oct-Dec 75 p. 
X1/4 Oct-Dec 75 p. 
X1/3 July-Sept 75 p. 
X/4 Oct-Dec 74 p. 
X/4 Oct-Dec 74 p. 
X/1 Jan-Mar 74 p. 


XIV/2 Apr-June 78 p. 
XIV/1 Jan-Mar 78 p. 
XII1/3 July-Sept 77 p. 
XI1/3 July-Sept 76 p. 
X1/4 Oct-Dec 75 p. 
X/3 July-Sept 74 p. 


XI11/4 Oct-Dec 77 p. 
XI11/1 Jan-Mar 77 p. 
X1/2 Apr-June 75 p. 

X/2 Apr-June 74 p. 


XI11/4 Oct-Dec 77 p. 
XI1/4 Oct-Dec 76 p. 
X/4 Oct-Dec 74 p. 


XIV/3 July-Sept 78 p. 
XIV/1 Jan-Mar 78 p. 
XI1/4 Oct-Dec 76 p. 
XI1/2 Apr-June 76 p. 


XI1/3 July-Sept 76 p. 
X1/4 Oct-Dec 75 p. 


XIV/1 Jan-Mar 78 p. 


XI1/1 Jan-Mar 76 p. 


X/3 July-Sept 74 p. 
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4 
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11 

8 

4 
11 
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8 
11 
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4 
10 
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10 
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Geographic 


ABU DHABI 
What to sell to the Middle East: processed foods 


AUSTRALIA 


How Australia’s Trade Commissioner Service 
works 


BAHRAIN 
What to sell to the Middle East: processed foods 


CANADA 


GSP: three years of progress 


DUBAI 
What to sell to the Middle East: processed foods 


EUROPE, EASTERN 


Selling to Eastern Europe 


EUROPEAN COMMUNITY (EC) 


GSP: three years of progress 


INDIA 
Designing tor export—India’s NID 


IRAN 


lran—a highly receptive market 


IRELAND 


Strategic planning for the export promotion 
organization 


JAPAN 

How to enter the Japanese market 

Selling to Japan: know the business customs 
GSP: three years of progress 


X1/4 Oct-Dec 75 p. 4 


XIV/4 Oct-Dec 78 p. 


X1/4 Oct-Dec 75 p. 


X/4 Oct-Dec 74 p. 


X1/4 Oct-Dec 75 p. 


X/3 July-Sept 74 p. 


X/4 Oct-Dec 74 p. 


XIV/4 Oct-Dec 78 p. 


Oct-Dec 77 p. 


XII1/3 July-Sept 77 p. 


Apr-June 77 p. 4 
X11/3 July-Sept 76 p. 9 
X/4 Oct-Dec 74 p. 16 


KENYA 


“Fastfeedback” for trade fairs 


KUWAIT 
What to sell to the Middle East: processed foods 


NEW ZEALAND 
Shipping perishable foods 


NIGERIA 


Openings ab 


d on dy 


SAUDI ARABIA 
Targeting sales to Saudi Arabia 
What to sell to the Middle East: processed foods 


SWEDEN 


Launching pineapples in Sweden 


TANZANIA, UNITED REP. OF 


Relaunching a consumer product 


UNITED ARAB EMIRATES 
What to sell to the Middle East: processed foods 


UNITED KINGDOM 


Export Year—an idea that caught on 


USA 
GSP: the new United States scheme 


USSR 
When you export to the USSR 


VENEZUELA 


Venezuela—a challenging market 


ic Nigerian market 


XI11/3 July-Sept 77 p. 8 


X1/4 Oct-Dec 75 p. 4 


XII/1 Jan-Mar 76 p. 4 


XIV/2 Apr-June 78 p. 14 


Apr-June 77 p. 8 
X1/4 Oct-Dec 75 p. 4 


XIV/2 Apr-June 78 p. 1S 


XII/3 July-Sept 76 p. 4 


X1/4 Oct-Dec 75 p. 4 


XIV/3 July-Sept 78 p. 4 


XI1/4 Oct-Dec 76 p. 8 


X/4 Oct-Dec 74 p. 15 


XIH/3 July-Sept 77 p. 14 


Products 


ANIMAL CASINGS 


Quality counts in casings sales 


BICYCLES 


Sales soar with bicycle boom 


COMPOUND FEEDS 


New market for waste products 


ESSENTIAL OILS 


Marketing essential oils and oleoresins 


FLOWERS 


Flower business 


FROZEN FOODS 


‘Good sales prospects for frozen crustaceans 


FRUIT, FRUIT PRODUCTS 


Launching pineapples in Sweden 
Dried fruits and nuts: food industry beckons 


HANDICRAFTS 


Advice: handicraft marketing 


HONEY 


Upswing in the honey market 


LEATHER GOODS 


Saddlery and harness gear: sales race up 
Leather garment saies swing up 


X/1 Jan-Mar 74 p. 


XI1/3 July-Sept 76 p. 


X1/3 July-Sept 75 p. 


X1/1 Jan-Mar 75 p. 


XI1/4 Oct-Dec 76 p. 


X1/2 Apr-June 75 p. 


XIV/2 Apr-June 78 p. 
X/3 July-Sept 74 p. 


XI1/1 Jan-Mar 76 p. 15 


XI11/3 July-Sept 77 p. 21 


X1/3 July-Sept 75 p. 12 
X1/1 Jan-Mar 75 p. 4 


MEDICINAL PLANTS 


Medicinal plants: shifts in the market 


NUTS 


Dried fruits and nuts: food industry beckons 


OLIVES 


Table olives: a tempting market 


PERISHABLE FOODS 
Shipping perishable foods 


PIPES 


Relaunching a consumer product 


PYRETHRUM 


Pyrethrum: its safety sells it 


SEAFOOD 


Good sales prospects for frozen crustaceans 


SPICES 


Prospects for spices exports bright 


TIMBER, TROPICAL 


Overseas marketing of processed tropical timber 


WOOL 


Linking up with wool marketers 


X1/2 Apr-June 75 p. 13 


X/3 July-Sept 74 p. 14 


X/1 Jan-Mar 74 p. 9 


X1I/1 Jan-Mar 76 p. 4 


XII/3 July-Sept 76 p. 4 


Apr-June 77 p. 15 


X1/2 Apr-June 75 p. 18 


XIV/1 Jan-Mar 78 p. 7 


X/3 July-Sept 74 p. 4 


X1/4 Oct-Dec 75 p. 14 
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